 

Creating Competitve Advantage by Jaynie Smith
Guided book study by Larry Watson of Inspiring Connection
Make the most of your book study with Larry’s Inspired Guidance.

What advantages do you offer your customers? If it’s not quantifiable and doesn’t result in huge benefits for your customer, it’s just more blah, blah, blah…” Competitive Advantages don’t just set you apart; they are deal-closers that clearly and measurably fill your clients’ needs. 

The chapters from Creating Competitive Advantage which we will be discussing each week are as follows

· Week 1: Chapter 1

· Week 2: Chapters 2 & 5

· Week 3: Chapters 3, 4, & 7

· Week 4: Chapter 10

When you come to the I-Connection on July 18, 10 am, at the N. Ky. Office Key, you will discover:

· What  others learned and are implementting in their businesses.

· How to move your clients from “I want that” to “I need that.”

· At least two new Competitive Advantages that mean something to your customers.

· Answer the question, “Is your About Us page also a Why Us? page?”

· Find an accountability partner for feedback and support

In order to make the most of this program, you are invited to empower your own Competitive Advantages with the following practices.

This book presents a new paradigm. 

· Throughout the book, take notes to record the processes and ideas that apply to you and your business. (Do not assume you will remember these details. Your “Aha” moments are the gift of this process.)

When talking to your customers, ask them what they see as the most important or effective service you provide.

· Make a list of these

· Find a way to quantify them, or survey your customers for metrics

During your daily business activities, ask yourself; 

· What are some hidden Competitive Advantages that you took for granted?

· How do they effect your client’s bottom line?

In order to communicate your benefits with your customers, within which vehicles do you include your Competitive Advantages?

· Web site About Us page

· Blog

· Email newsletter

· Company brochure

· Referral materials

· Other

Find an accountability partner who will help you search and discover your Competitive Advantages, prioritize them, and support you in taking full advantage of your new tools for success.

Happy Reading!

Larry and Peg

